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Legal Disclaimer 

This legal disclaimer ("Disclaimer") governs the use and access to this eBook ("eBook") 
published by Eddie K. Emmett / Three Bulls’ Heads Investments, Inc. ("we," "us," or "our"). By 
accessing or using this eBook, you acknowledge and agree to be bound by this Disclaimer. 

No Legal Advice  

The information contained in this eBook is for general informational purposes only. It is not 
intended as legal advice or to create an attorney-client relationship. While we strive to provide 
accurate and up-to-date information, we make no representations or warranties of any kind, 
express or implied, regarding the completeness, accuracy, reliability, suitability, or availability of 
the information in this eBook. Any reliance you place on such information is strictly at your own 
risk. 

No Guarantee of Results  

The contents of this eBook are based on our experiences, research, and knowledge. However, 
we cannot guarantee that the information provided will produce the desired results for you. 
Every individual's circumstances are unique, and the effectiveness of the strategies discussed in 
this eBook may vary. Therefore, you should consult with a qualified professional or legal advisor 
before making any decisions or taking any action based on the information provided in this 
eBook. 

Not a Substitute for Professional Advice  

The information in this eBook is not a substitute for professional advice. It is your responsibility 
to seek professional advice tailored to your specific needs and circumstances. We disclaim all 
liability for any actions taken or not taken based on the contents of this eBook. 

Copyright and Intellectual Property  

All materials, including but not limited to text, images, graphics, and logos, contained in this 
eBook are protected by copyright and intellectual property laws. You may not modify, reproduce, 
distribute, republish, or create derivative works from any part of this eBook without our prior 
written consent. 

External Links  

This eBook may contain links to external websites or resources. We provide these links for your 
convenience, but we do not endorse, control, or guarantee the accuracy, relevance, timeliness, 
or completeness of any information on these external websites. We are not responsible for any 
damages or losses incurred by accessing or using these external websites. 

Limitation of Liability  

To the fullest extent permitted by law, we shall not be liable to you or any third party for any 
direct, indirect, incidental, special, consequential, or punitive damages arising out of or relating 
to the use or inability to use this eBook, even if we have been advised of the possibility of such 
damages. 
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Governing Law and Jurisdiction:  

This Disclaimer shall be governed by and construed in accordance with the laws of GA, USA. 
Any dispute or claim arising out of or in connection with this Disclaimer or your use of this eBook 
shall be subject to the exclusive jurisdiction of the courts located in Canton, GA. 

By accessing or using this eBook, you acknowledge that you have read, understand, and agree 
to this Disclaimer in its entirety. If you do not agree with any part of this Disclaimer, you must not 
use or access this eBook. 

Eddie K. Emmett / FYI Express 

200 Russell Court, Canton, GA 30115 

eddie@FYIExpress.com 

This ebook covers areas that insurance agents should know about Property & Casualty 
Insurance, including different types of coverage, common risks, and best practices for helping 
clients choose the right policy. It would be a valuable resource for agents looking to expand their 
knowledge and better serve their clients in the insurance market. 

Introduction — Insurance in Real Life: New Agent Training 

Insurance becomes real the moment a customer’s life takes an unexpected turn. A burst pipe, a 
collision on the way to work, a kitchen fire that spreads faster than anyone imagined — these 
are the moments when a new agent discovers what this profession is truly about. This course 
was built to accelerate that transformation. It takes you beyond definitions and policy language 
and drops you directly into the real-world situations you will face in your first weeks on the job. 

You will learn how losses unfold, how coverage responds, how to guide customers through 
uncertainty, and how to communicate protection in a way that builds trust from day one. Every 
lesson is grounded in practical, scenario-driven learning designed to help you think like an 
advisor, not just an order-taker. 

To successfully complete this program and earn 9 hours of Property & Casualty CE plus 3 hours 
of Ethics CE, you must correctly answer at least 70% of the 100 multiple-choice questions 
included with the course. Your score reflects more than knowledge — it reflects readiness to 
serve real people with clarity, confidence, and professionalism. 

Welcome to the beginning of your career. Let’s build the foundation that will carry you forward. 

When you finish enjoying the ebook and feel ready to take the Final Exam, click the following 
link: https://www.classmarker.com/online-test/start/?quiz=p4y69879a06dfc97  

Reminder … you must correctly answer at least 70% of the 75 multiple-choice questions to earn 
9 hours P&C CE plus 3 Hours Ethics CE. 

  

https://fyiexpress.com/
mailto:eddie@FYIExpress.com
https://www.classmarker.com/online-test/start/?quiz=p4y69879a06dfc97
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